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摘  要
         
         
近年来，我国中小学课外辅导市场不断升温，有数据显示，2016年该行业的市场规
模已超过8000亿。在市场蓬勃发展的同时，置身于其中的企业日子并不好过，众多
的从业者使竞争加剧，消费者也越来越理性，这对企业的市场营销策略提出了更高
的要求。本文将以P公司为例，运用7P等市场营销理论，分析其在市场营销策略上
有哪些可取之处，又存在着怎样的不足，以期为P公司及其它同类型的公司未来的
发展提供有价值的参考建议。
本文主要分为七个部分：首先介绍了论文研究的背景、意义、范围、方法、内容及
框架；第二、介绍了国内中小学课外辅导市场及P公司发展概况；第三、对主流的
市场营销理论进行了综述；第四、运用波特五力及SWOT模型对P公司所面临的市场
环境进行了分析；第五、研究了中小学课外辅导市场的市场细分，介绍了P公司选
择目标市场的依据及市场定位；第六、运用7P理论全面分析了P公司的市场营销策
略；第七、对研究结果进行了总结，并指出本文需要进一步完善的地方。
经过分析，本文认为，P公司在课程定位、学员口碑等方面存在优势，其营销策略
也有一定的可取之处，如产品与定位匹配程度较高、价格策略和促销策略灵活多样
等，但是也存在着如广告宣传力度不够、品牌特色容易被模仿、渠道便利性不足等
迄待解决的问题。因此，在不断提高教学质量、提升核心竞争力的同时，P公司需
要在适当加大广告宣传力度、探索更具吸引力的产品模式、增设营业点等方面做出
努力。
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Abstract
         
         
In recent years, China’s primary and middle school counseling market has been
heating up, and there is data which shows that its market size was more than 800
billion in 2016. At the same time of the market booming, days of enterprises in
this market become much harder. While so many practitioners make competition
intense, consumers are more rational, which put forward higher requirements to
the marketing strategy. This thesis will take P company as an example and use
7P and other marketing theory to analyze its marketing strategy, in order to find
out it’s successful experience and weakness, and with a view to provide some
valuable advice to P company and other companies of the same type in
enhancing their competitiveness.
The outline of this thesis is as fellows: Part 1 introduces the background,
significance, scope, methods and framework of the thesis. Part 2 introduces the
domestic market of primary and middle school counseling and the development of
P company. Part 3 introduces the mainstream marketing theory. Part 4 analyzes
the market environment of P company by using Porter’s Five Forces model and
SWOT model. Part 5 studies the market segmentation of extracurricular
counseling market in primary and middle schools, and introduces the basis of P
company’s choice of target market and its market orientation. In part 6, there is a
comprehensive analysis of P’s marketing strategy with 7P theory. In part 7, the
results of the study are summarized, and which needs to be further improved is
pointed out.
This thesis believes that the advantage in P company is as fellows: clear product
and service positioning, good reputation among students, reasonable and flexible
marketing strategies. However, there are also problems, such as insufficient
advertising efforts, the brand characteristic which can be easily imitated, the lack
of channel convenience. Therefore, if the company wants to develop further,
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some areas need to be improved: the quality of teaching, the brand promotion
work, the product model and additional business points.
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